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The very first thing that you’re going to do is to create a master outline of all of 

your knowledge in your niche.  A master outline of all of your knowledge in your niche.  
This may take you several hours to do, but this will be well worth your time for the rest 
of your career in this niche.  The reason for this is that this master outline is going to 
serve as the master outline for all of the products that you create in your niche.  

 
Obviously, in the future you can add to your outline.  But this outline can initially 

be your complete outline.  Let me explain how that works.  You’re going to write down 
all of the different topics about which you have information in your niche.  Let’s assume 
that you write them all down and you have 10.  You may only 8, that’s okay.  You may 
have 25, that’s okay as well.  But for the purpose of this call, I have to have a number to 
work with, so I’m not just constantly saying 8, 12, 25.  We’re just going to use the 
number 10.  It does not have to be 10.  But you’re going to have 10. You’re going to have 
some number of topics, we’re going to call it 10 for this teaching. 

 
So, you have 10 topics.  You are going to write out all of those 10 topics.  Then, 

you are going to write out for each one of those 10 topics, all of the things that you know 
about that particular topic.  You may have 10 things that you know about that topic, you 
may have 20 things that you know about that topic.  Let’s give you a really simple, I use 
this because everybody can identify with it, I use one of your actual niches, and not 
everybody can necessarily identify with it.  I’ve used the example of gardening in the 
past.  So, if we were to create all of the knowledge that we know about gardening, and if 
you’re a gardening expert, and I’m not.  You might have 10 topics, and these 10 topics 
might be  

 
• Summer Gardening 
• Winter Gardening 
• Gardening in Your Backyard 
• Gardening Hydroponically 
• Gardening on Your Apartment Balcony 
• Gardening Fruits 
• Gardening Vegetables 
• Gardening Herbs 
 
That’s 8, I don’t know a lot about gardening, so let’s stop at 8. Those are my 8 

topics for this sample niche.  Then what we’re going to do is, we’re going to choose for 
every one of those 8 topics, we’re going to put down everything that we know.  So, let’s 
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just choose 1 of these.  And, I don’t know anything about these, so I’m just going to be 
guessing. 

 
So, let’s choose the one about Gardening on your literal, physical, garden in your 

back yard.  That’s going to be one topic, now there’s 7 more, you can do the same thing 
for all of these, obviously, this isn’t your niche.  You’ll be doing it for your niche. 

 
So, gardening in the back yard.   
 
One thing that you might know about is soil.  You might also know about tilling 

the soil.  You might know about fertilizing the soil.  You might know about watering the 
soil.  You might know about choosing the right plants for climate.  You might know 
about choosing the right seeds, when to plant them, how to plant them.  How to weed. 
How to track their growth. That’s 10, but let’s add on 11, how to harvest your garden.  So, 
now I’ve created 11 points, underneath one of my topics. 

 
Now, if I was a gardening expert, I would do this for every single one of these 8 

points. When you get done, you have 8 points, 8 topics, that you could create a 
freestanding product for.  You could create a freestanding product for Gardening in 
Your Backyard.  You could create a freestanding product for Gardening Hydroponically.  
You could create a freestanding product for Gardening Fruits.  You could create a 
freestanding product for Gardening Vegetables, and for all of the other 8 topics, or 4 or 
5, or whatever it turns out to be. 

 
You could create a standalone product for each one of those.  You could create 

one master product that teaches on all 8 topics. 
 
You could also, as time goes on, as your subscribers ask you more questions.  You 

could create advanced products.  Maybe you have some subscribers who ask you, well, 
what about fertilization?  How do you fertilize?  You realize that if you just take that one 
point, which was a subtopic of a topic, you could come up with a whole hour, or 2 or 3, 
of teaching just on fertilizing.  You could come up with a teaching just on soil. You could 
come up with a teaching on fruits.   You could come up with a teaching just on apples.  
Just on pears.  Just on blackberries.  Just on cherries.  Just on raising watermelons.  
This will allow you, literally, with this outline to create dozens and dozens of products as 
time goes on.  This is a critical step.  It’s amazing the breakthroughs my clients have 
when they do this master outline.  Once you’ve created your master outline, creating 
your products becomes really easy.  You’ve created now, this particular outline, now 
you’re going to set out to create your first $100 product.  

 
Now, let me tell you this, these product prices I’m giving you are examples.  You 

can go higher, you can go lower.  I have found, however, that in many, many niches, 
these price points work very, very, very well.  And, I find if you start out with a product 
that has a price of much less than $100, you tend to attract people into your buyers 
circle who are more financially challenged and less likely to move to higher and higher 
products.  I have found that the $100 entry price point, for an entry product, weeds out 



a lot of those individuals.  And means that a much higher percentage of your buyers will 
go on to make additional purchases.   

 
However, in some niches you may find that your entry level product would be a 

$500 product, or maybe even a $1000 product.  So, I’m giving you this as an example.  
And I’m also giving you what’s going to be included in the product as an example. 

 
So, for example, in this case, I’m giving you the idea that we’ve got a $100 

product, and I’m recommending 3hrs of recordings.  Now that 3hrs is totally arbitrary.  
If you have incredible, incredible information, that nobody else on earth has.  You could 
create a 15 minute recording, and sell it for $100.  In fact, if you have life changing 
information, that nobody else on earth delivers, at any price, you could package all of 
that into 5 minutes worth of material.  You could sell that for $10k. If it’s the right 
material to the right audience. 

 
And, the flip side is also true.  If you put a $100 price tag, and your recordings are 

worthless, you could create a hundred hours of worthless material, people wouldn’t even 
pay $100 for it.  They might not even pay $1 for it.  So please understand that pricing 
needs to be in relation to what the material is worth, and what people will pay for that 
material, not based on some number of hours of recordings.   

 
Now, to make this presentation easy, I’ve assigned an arbitrary number of 

recordings, and by the way this is basically the route that I run.  When I’m creating a 
$100 product, it’s going to have somewhere between 1 to 4 hours worth of material.  
Occasionally it may contain more.  If it contains more, it’s probably recordings from 
something else that I’ve done.  Perhaps a coaching class, or something that I’ve done, 
that I find that the easiest way to package it is to just to put one price on it.  It really, 
probably could be sold for more. 

 
A $500 product, I’m recommending to have 6 hours of recordings, however, a 

$500 product could be 3 hours of recordings, if you just added one extra component.  
For example, some homework assignments.  Give people 4 homework assignments. Give 
people a 20 minute one-on-one session with you.  Give people 2 20 minute one-on-one 
sessions with you.  Give people 3 group coaching calls, in addition to 2 - 3 hours worth 
of recording.  If the material is good, you can easily charge $500 for that material.  Or, 
you can do 6 - 8 hours of recordings.  Again, I’m not giving you hard and fast, although, 
when I’m giving you the daily instructions, I am giving you hard and fast instructions.  
For example, 3 hours, 6 hours, etc. However, know that can vary.  If you’re recording 
your $100 product and you get to 2 1/2 hours, and you’ve totally taught everything that 
you need to teach, and you know that it’s worth $100, STOP!  It’s 2 1/2 hours worth of 
recording, that’s an excellent place to be.  Same thing with your $500 product.   

 
Your $1k product is going to begin to look a little bit like coaching, but it’s not 

going to be your full scale coaching program.  It is going to perhaps contain 10 hrs of 
recording, some access to you, perhaps a few live calls.  Just like this program.  Notice 
how this program is set up.  You’re getting, I don’t know how many recordings are on 
that download page, I put what was necessary for your growth.  I didn’t count 



recordings, I created what was necessary for your growth.  Off the top my head, I think it 
was 8 or 10 recordings.  Some are longer than an hour, some are shorter than an hour, I 
don’t know how many hours are in there. But it’s all material that you need for your 
growth. 

 
And, the way that I structured that is that you get those 8 or 10 hours of recording 

up front, I give you a week study it, you’re not expected to do any work the first week, 
just study, learn, get my concepts into your mind.  Begin to think a little bit like I do, for 
a short period of time.  Then, one week later, you begin to get 7 modules.  Now, when 
you create your $1k product, you can have 4 modules, you can 3 modules, you could 
have 20 modules.  I don’t recommend 20.  I recommend keeping it short. 5, 7, 
something people can sink their teeth into, and just do it.  This isn’t the full scale 
coaching program.  We’re going to get to that in just a moment. 

 
Next is your $2k plus coaching program.  If you, depending on your experience, 

depending on how long you’ve been working with me, you could create a more extensive 
coaching program than $2k.  I find that $5k, and $8K are very popular price points, they 
sell well, if they’re promoted properly, they’re nice for monetization.  Long run, I would 
love to see everybody on this call selling $5k - $8k coaching program.  Notice, you’re not 
going to be selling $5k - $8k coaching to people who don’t know you.  They’re going to 
buy your $100 product, they’re going to buy your $500 product, they’re going to buy 
your $1k product.  They’re going to begin to trust you.  And more and more they’re going 
to trust you.  They trust you a little bit when they buy that $100 product, and they use it 
and they say, wow, you did such a great job on that product, I’ll upgrade to the next one.  
And then they study that, and say wow, this is so much better, excellent, now let’s get the 
$1k product.  And then you’ll have a percentage of people who move to the next level.  
Through the course of this program, 7 weeks to 4 products, I’m calling it a $2k coaching 
program for you.  You can increase that price if you want, but you’re going to notice on 
my training materials, it’s going to say $2k coaching program.  

 
For the coaching program, instead of recording the material in advance, instead 

of creating the lessons in advance, you are going to sell the coaching first, then you’re 
going to create the lessons based on the needs of the people in the program. That is how 
I’ve always created my coaching programs.  I’ve launched multiple, multiple coaching 
programs over the last several years, and I have never, ever created the lessons first.  
Now, please don’t misunderstand me, I know what the coaching program is going to be 
about.  I may have written out 8 or 10 points that I plan to teach people.  However, I do 
not write the lessons until people come into the coaching program.  There’s two reasons 
for that.  The first reason is, you really don’t know what people need until they sign up.  
So, let’s say that you know that you’re going to teach on these 8 topics, but you don’t 
know what people really need.  Do they need a lot of topic 1, or little bit of topic 2.  Do 
they need a lot of every, what do people need?  And, so what you do is, and I will be 
teaching you how to do this, so you can even not take notes for the next two minutes, as 
I kind of run through this one little piece here. 

 
You can literally, as soon as they sign up, you can literally send an email out, that 

says “I’m putting the final touches on this coaching program, and I want to know exactly 



what are the top 3 things you want me to spend the most time on.”  Now, what I’ve 
found is, if I bring in 10 people to a coaching program, and they’ve all come in off the 
same sales page.  They’ve all seen the same 8 to 10 points I’m going to be talking about, 
they’ve all seen the same reasons that I gave them for signing up.  Almost everybody 
gives me the same top 3.  I mean, they may not be exactly the same, they may use 
different words.  One person might have 2 that are the same as everybody else, and they 
have 1 oddball.  One person has 1 oddball, then 2 that are the same.  But when you add 
them all up, and you look at it, you go wow, these clients need this, this, this and this, 
and they need a lot of it.  They don’t need as much of these other things.  

 
Then, you go about creating your lessons.  Now remember when you have a 

coaching program, a coaching program implies they’re going to get timed material.  
Remember, with your products, a $100, a $500 and this $1k product.  They’re getting 
the learning materials up front.  It’s a product.  Now, you’ll notice when we’re talking 
about this $1k product, similar to what you’re enrolled in right now, this is sort of like a 
hybrid, because you get the training materials up front, but then you have 7 weeks of 
additional homework, etc.  So, it’s sort of like a hybrid.  However, when we go with just 
coaching, they’re going to get metered material.  They’re going to get one lesson every 
week, one lesson every 10 days, two lessons a month.  Whatever the case is.  What that 
means is, that if somebody signs up today.  For your coaching program, and you ask 
them what they really want to work on, you ask, everybody that signs up.  You’ve got a 
whole week or 10 days, to create your very first lesson, to send out to those individuals.  
Now you may have some preliminary materials that you send them, maybe as you’re 
creating your lesson, you send them a daily email that kind of gets them going.  But 
when they sign up for coaching program, they know they’re not getting everything up 
front.  So, then you create that first lesson. 

 
Then, as they’re doing the first lesson, they may have questions, you start 

answering the questions in the 2nd lesson, and adding more material in.  Now, so if 
lessons come out every 2 weeks, well, you can literally have 2 weeks to create every 
single lesson.  Now, what you could do, if you really wanted, is to create the first lesson 
right when you sell it.  So they don’t have to wait for that first lesson, that’s okay too.  
You can create that first lesson.  

 
The 2nd reason, I told you that there were 2 reasons.  1 is that you really don’t 

know what they need in the coaching program, until they sign up.  The 2nd reason is, 
I’ve seen this time and time again, if you wait to launch your coaching program until 
you’ve written all 10 lessons, you might never launch your coaching program.  Why?  
Because you probably will never know what to put into your 10 lessons, until someone 
signs up.  So, it’s like this Catch-22, it’s cat and mouse, around and around, you write 
the 1st lesson, you write the 2nd one.  Then you don’t know what to put in the 3rd one, 
so now you don’t launch your coaching program.  

 
Far better to launch, to get 10 people to pay you, and if you have 10 people that 

have already paid you, they’ve already paid you, you now have an obligation to create 
these lessons.  And, now, you will.  I’ve found that when you hav an obligation to do 
something, you generally tend to do it more, than if you’re just hoping you can launch it 



in the future.  Plus, you get paid faster if you sell it, then create it later.  Now, on down 
the road, you can resell that exact same coaching program, without creating new 
lessons, because, now you’ve created those lessons once, based on the input of the 1st 10 
people that were in.  The future people that come in will get the same lessons that you 
created initially, however you’ll continue to improve those lessons as people continue to 
ask questions.  
 

At this point, I would like to open up this training for any questions or comments 
on anything that I have covered so far. 

 
Any questions or comments, I’ve un-muted the line. So, just speak up, tell me 

your name, I don’t recognize all of your voices yet.  Tell me your name, and your 
question or comment. 

 
Okay folks, if there aren’t any questions or comments, then we’ll get back to the 

training.   
 
Okay, now let me say this.  What I’ve just given you is the outline of all of these 4 

products.  All of these 4 products that you’re going to create.  Now I’m going to tell you 
how to create them. 

 
The first thing that I gave you, of course, was the outline. To do the outline, 

initially you’re going to do your outline.  This is going to serve as your master outline for 
all of these products.  Let’s talk about literally creating your first $100 product.  You’re 
going to go in and select a portion of your outline that you would like to use for this 
product. So this might be, if you’re gardening, it might be just fruit gardening.  Or you 
might decide to create something that’s introductory, and you just spend a few minutes 
on each topic.  That’s okay as well.   

 
Then what you’re going to do is you’re going to begin to record.  Now there’s a lot 

of different software out there that you can use to record, and probably they’re all really 
good.  I personally use audio acrobat dot com.  It allows you to record on your computer, 
it allows you to record on your telephone.  It allows you to record through a microphone.  
It allows you to record 3-way conversations.  It allows you to record conference calls.  
So, you can literally use, you can literally create this by using the microphone on your 
computer, or you can dial in using your telephone to create each one of your recordings. 

 
You have a master outline, and now you’ve decided you’re going to create a $100 

product based on some portion of that outline.  When you first start out, what I 
recommend is, if you have a 60 minute recording.  If you’re going to do a 1 hour 
recording, give yourself at least 10 - 20 topics talk about.  Then simply ask yourself to 
simply speak for 3 to 6 minutes on each topic. I guarantee you, that if you know your 
business, you can speak from 3 to 6 minutes on any topic on that page.  In fact, if you 
will just simply allow yourself to speak, as if you were educating a friend over lunch, who 
asked you some questions about your niche, and you were to just talk freely, my guess is 
you’ll record a whole lot more than 6 minutes for every topic.   



Because, if you think about it, I’ve shared with you a bunch of notes here, so I 
probably have maybe 15 lines of material, but I only have what, 4 or 5 topics here, and so 
far, I’ve spoken what, 33 minutes?  I’ve got several more topics to go through.  So, we’re 
looking at 8 or 10 minutes per topic.  Now I’m not timing it.  When you first get started, 
you might want to time it.  You might want to say, hey, I need to speak for at least 5 
minutes on this topic.  If you go over, that’s okay, who cares if it takes you 3 hours to do 
what you thought would be an hour.  Well, 3 hours, you thought it was going to be an 
hour, great, you have your $100 product.   

 
I’m not going to give you as much detail on the $500 and the $1k product as I did 

on the first one, because on the $100 product I was going into a little bit of exactly how 
to do it.  Well, when you record your $500 product, the only difference is that it’s 6 
hours instead of 3.  And, also the information I just gave Kathleen, kind of jumped into 
what I was going to teach next.  You should know, you should have some clarity on how 
to create that $500 product.   

 
You’re going to do about 6 hours worth of material.  It could be 5, it could be 7, it 

could be 10.  I mean, it really depends on what you want to cover, and if you find you’re 
long winded, and it takes you twice as long, that’s okay.   

 
Then you have a $1k product.  10 or so hours of recordings, plus some access to 

you.  Let’s talk about what access to you could look like.  It could be unlimited email 
access.  Now, please, don’t allow yourselves to be scared by unlimited email access. I 
know what’s going through your minds.  If I give people unlimited email access, they’re 
going to email me 25 times a day, and I’m going to be tied to my email, and I’m going to 
lose my life because I’m focusing on email.  Let me say this, #1 everybody who enrolls in 
your program, especially if they’ve invested $1k.  They’re going to be very respectful of 
your time.  They are only going to send you emails when they really need help.  They’re 
not going to send you an email every hour.  It’s not going to happen.  I’ve had hundreds 
of clients over the last several years, I’ve only had one client ever, that I had to go to and 
say, look, you’re really abusing this unlimited email thing. What he would do was, he 
would send an email in the morning with 25 questions in it. 

 
So, unlimited, you can give them unlimited access.  Nobody, almost nobody, will 

ever abuse it.  So, don’t be afraid of unlimited.   
 
Another thing that you can do is, if you’re starting out in this business.  There’s 

an old saying, and I don’t know where this came from.  There’s an old saying that when 
you first start your business, you have lots of time, and you don’t necessarily have a lot 
of money.  But, when you have been in business for a while, if you’ve done things right, 
you don’t have much time, but you have more money.  Obviously, that refers to the idea, 
that when you first get started, you have to do some things with your time that you 
would pay others to do once you had more money than time.   

 
But, I like to look at it from this perspective.  When you’re first starting out, you 

have more time.  Give it to your subscribers.  Really, invest it in your subscribers.  What 
do you have to lose? 



ALL of your teaching should ALWAYS be recorded!  Anytime you teach a 
coaching program, you should record everything.  You can repurpose those recordings 
in the future.  Here’s one more tip.  Anything you record, you can also have it 
transcribed.  And, you can have your transcribers create ebooks for you.  You can have 
your transcribers break your recordings into articles.  Submit articles, and it takes away 
your article typing time.  All of that.  So, that was not included in my outline, but I 
couldn’t resist giving that to you.   

 
Here’s the thing, what I’ve just given you, is simple.  BUT... just because it’s 

simple, doesn’t mean it’s not hard!  For example, you begin a new exercise program at 
the gym.  It might be simple, it may only have 6 exercises. But, when you go do the 
exercises and you do them for 45 minutes, when you get done, you’re in pain.  Hopefully 
not bad pain, you’re just tired, and a little sore.  You worked hard, it’s not easy.  Then, 
tomorrow, when you go back to the gym, it’s even harder.   

 
It’s a simple workout. 6 exercises. But, it’s hard to do.   
 
What I’ve just given you will have some elements that are hard.  I can’t tell you 

what they’ll be.  For some of you the hardest part will be recording.  For some of you, the 
hardest part will be that outline.  For some of you, the hardest part will be putting a 
price on it.  For some of you the hardest part will be simply taking my word that you can 
sell your coaching program before you create the lessons.   

 
But, you can create an entire product funnel in a month... if you simply … do … 

the … work. 
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